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July 17, 1996 JUL 18199
FEDEHA

Mr. William F. Caton

Acting Secretary

Federal Communications Co nmission
1919 M Street, N.W.

Washington, D.C. 20554

Re: Implementation of the Local Competition Provisions in
the Telecommunicaticns Act of 1996; CC Docket No. 96-98

Dear Mr. Caton:

Pursuant to §1.1206 of the /ct (47 C.F.R. § 1.1206), an original and one copy of this letter
are hereby submitted. On July 16, 1996, the above captioned docket was discussed during
a meeting with Robert M. Pepper, Chief, Office of Plans and Policies, and John Shapleigh,
Executive Vice President ot Brooks Fiber Properties. The attached handouts were used
during the discussion of key issues. Kindly contact the undersigned if you have any
guestions in this matter.

Yours truly,
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John C. Shapleigh

cc:  Regina Keeney
Robert M. Peppe

Attachments

Brooks Fiber Properties, Inc.

425 Woods Mill Road South 7 Suite 300
Town & Country, Missouri 63017
AHER7R-Tibn Fax 314 #78-3211
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Southwestern Bell lets apartment
owners’ fingers do the walking

By TIM McLAUGHLIN
southwestern Bell is reaching out and
‘ouching St. Louis apartment owners and
managers to protect the company’s domi-
nance 1n the local telephone service mar-
ket
Lnd ra five-state inltiative called
artMoves, Southwestern Bell is paymg
sartment owner and managers commis-
S10ns 10 act as the company’'s agents to sign
upiocal telephone and cellular service cus-

TIeTs.

s e peaiies lromneaven,” said Jon
Pvzvk, president and owner of Clayton-
~ased Kohner Propertics Inc. His apart-
st company was one of the first in the
irea 1o strike a deal with Southwestern
Bell's SmartMoves program. Several oth-

2rs have followed suit.

“My sense is that it’s going to be a ser-
vice for our customers,” Pyzyk said.
“When you have to sign up for telephone
servicg it’s like, ‘Just get it over with.””

Pyzyk estimated his apartment compa-
ny’s recent four-year agreement wnh
Southwestern Bell will bring
1dd1tmamvm?ﬁm Bhoto by Peer Newzomb

“Southwestern Bell executives launched nya McGrath, a Kohner property
¢ {hcprogramasapre-cmptivestrikeagainst manager at Un[verslty Plaza apart-
their competition. They realize the ents, with materials she will use to
sell tenants on Southwestern Bell
service,




d from page 1A

fiake for granted that
vays call Southwestern Bell
chone service, said John A.
Lan 1"*oum»:.\ecum"eforthe Smart-
v orle esuimated Southwestern
at least 98 percent of the local

da

o Bell wants to
vith apartment
maves intathe
Citpliuing daalnCl LCieguldiion aillows
anag MCI o purchase
vesiern dch service lines at wholesale
nd dhen u,sc.xi them 1o meu customers,
(Ureied ave tiiread, said David Otto, a
«iccommunicatons  analvst for Edward
Y Wiereever von cee a cluster of

iUs prewy easy o wire up 1,000
zope TOL Cabie 0 qu..wlﬂ has an
; ed to slgnmg
sucal izlephone service
Cosuosidany a3 (\)[: ( ap;'al

[S2N

Taa Latldiic, has cui

seals willl @b teast nine apariment (,omplexes
rnihe St Louts area, offering a commission
10 Southwestern Bell’s,

ire similar

sald he couldn 't disclose how much

stern Bell has budgeted for the
: oves program. “Butwe're not giving
;,vay the farm,” he added.

Tonya McGrath, a Kohner property fman-
wpet for University Plaza apartments, 607 N.
Siand Ave., in midtown St Louls, said her
commissions should double as a result of
Kohner's agreement with Southwestern Bell.
Konhner employees will receive an undis-
ciosed percentage of the largesse, with the
remaining money going to the company,
ryzyk SEUd.

As part of the company’s existing bonus
structure, Kohner maintenance, janitorial and
other on-site workers will receive a piece of
the commission pie. Kohner currently has
5.000 apartments in its real estate portfolio.

In a time of increased competition due 1o
telecommunications dercgulation at the state
and federal level, Southwestern Bell targeted
the apartment industty to tie up customers in
bundles. Leber said the company has plans to
strike similar deals with residential develop-
ers

Wiicn new hotmeowncts select the colot
f their campet, thev can pick their nhone cer-
vice 100, he said.

By the end of this year, the SmartMoves
plan should have nearly 15,000 apartment
units under contract in the St. Louis area,
Leber said.

To date, SmartMoves has signed up sever-
al apartment owners and managers in the St.
Louis area, including Nooney Krombach Co.
and Centerco Properties. The program also is
under way in Kansas, Oklahoma, Texas and
Arkansas,

Besides the tinancial incentives involved,
Pyzyk likes the program because of its sim-
plicity. When new and existing apartment ten-
ants want local telephone or cellular service,
they can fill out a form provided by a Kohn-
cr leasing agent or property manager. The
information is then faxed to a Southwestern
Bell office, where a service order will be
placed without the necessity of a telephone
call. Apartment agents also will hawk addi-

tional calling features like caller ID and cel-

lular phone packages, for example.

According to the SmartMoves commission
structure, a Kohner leasing agent will receive
35 for signing up a tenant for local telephone
service. A property manager like McGrath
will receive a $2 commission, even though
she doesn’t have to do any paperwork.

Signing up tenants for cellular service, for
example, iseven more lucrative. Kohner leas-
ing agents will receive a $20 commission per
customer, with the property manager collect-
ing a $10 commission,

McGrath said she figures to do well at Uni-
versity Plaza because a lot of her tenants are
St. Louis University students, creating a high
turnover rate for the property.

The 1995 annual report of SBC Commu-
nications Inc., the holding companv fo:
soutnwestern Bell, detaiis the threats (o s
turf by local service providers: “Some of
these providers have built fiber optic *rings’
throughout large metropolitan areas to
provide transport services (generally high-
speed data) for large business customers and
interexchange carriers.”

“Southwestern Bell will do very well in
individual choosing because of its brand
name,” Otto said. “But the problem comes

when a cable company, for example, offers an
apartment owner money. This is already hap-
pening in Texas... These are the secds of com-
petition that we see. [t’s not just AT&T that
can knock on your door, bul pretty much any-
body.”



Comments of [CI
CC DKt No. 96-98 - May (6, 1996

(n taking these steps howaver, the Commission must not forsclose the ability of
CLECs to obtain "bill and ke ap” mutual compensation arrangaments. Such
arrangements are spacifical y provided for in Section 252(d)(2)(B)(i) of the 1996 Act,

and must be made available to CLECs at their aption.

VIIt,  THE COMMISSION SHOULD ORDER A “FRESH LOOK" PERIOD FOR THE
PROVISION QF NE'N COMPETITIVE SERVICES MADE AVAILABLE BY THE
1996 ACT

{NOT SPECIFICALLY ADDRESSED IN NPRM]

The 1336 Ac! allows CLECS to offer compatitive services in markats that
previously were closed to them. Full compstitive entry is not yet available, howaver,
and will not be for a number of months, until tha local competition provisions of the
1996 Act are implemented Racently, hawevaer, in anticipatlon of this coming
cormpetitian, the ILECs ha ‘e been aggressively offaring inducements to their local
servica customers to sign ong-term contracts. In sa daing, the ILECs ara attampting to

lock up the local services narkat, and to fareclose compatitive entry for years,

This situatio 1 is identical to the ILECSs' response (o the Commission’s
mandatory central office « allocation rulas. In that case, the Commission found that
“[t]he existance of cartair long-tarm spacial access arrangaments with excessive

tarmination liabilitias pres ants customers from obtaining the benaefits of greatar access

15-



Comments of ICI
CC Dkt No. 96-98 . May (6, 1996

to competition for a significant pariod,” and so instituted a “fresh leok™ period.11. Undar
the Commission's fresh ok policy, custamers that signed long-term contracts with
ILECs betare competitive ;ervice alternatives were available were given a chance to
terminate the contracts witn minimal liability for a pariod of six months after collocatlon-

based competition becam:: avalilabla.

Precisely the same relief is warranted In the instant case. Like central
office callocation, the local campetition requireaments of the 1896 Act allow CLECs to
pravide competitive local sarvicas for the first time. Because ILEC local service
customers that have signe-i long-term contracts did not have competitive alternatives
available to them, they shculd be granted a similar fresh look oppartunity for six months
aftar a CLEC is first able tc provide local service through the interconnection

arrangements mandatad b tha 1996 Act.

IX. CONCLUSION

For the reasons discussed abovae, ICl urges the Commission to adapt
specific rules governing coliocation and interconnection and the unbundling and pricing
of ILEC network elaments. Tha establishment of such rules is essential to provide

uniformity and regulatory cortainty to competitive carrlers that are increasingly operating

1 Expanded Intarconn iction With Local Telephone Company Facilitiss, 8 FCC Red
7341, para 12 (1393
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Cominents af [C]
CC DKt No. 96-38 - May (6. 1996

Beofare the

FEODERAL COMMUNICATIONS COMMISSION
Washington, 0.C. 20554

in the Matter of

implementation of the Local
Compatition Provisions in the
Talecommunications Act of 1396

CC Dockst No, 96-98

INTERMEDIA COMMUNICATIONS, INC.
COMMENTS CONCERNING THE INTERCONNECTION AND SERVICE
UNBUNDLING PROVISIONS OF THE TELECOMMUNICATIONS ACT OF 1996

Jonathan E. Canis
Reead Smith Shaw & McClay
1301 K Straat, N.W.
Suite 1100 £ast Tower

- Wasghington, DC 20005
Telephone: (202) 414-3200

Counsst for
INTERMEDIA COMMUNICATIONS, INC.

May 16, 1996
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PHONES 7% sense of urgency n local phone service is not universal

§C()N1 INUED FROM F1

want tw purchase local phone ser-
vices at wholesale prices from
Amerttech so they can re-package
the service with their more com-
prehensive telephone service.

Despite the allegations of foot-
dragging, Ameritech has a power-
ful incentive to cooperate with
these competitars.

New state and federal telecom-
munications laws. signed earlier
this year, allow Regional Bell
Operating Companies (RBOCs)
tike Amenitech to enter the lucra-
tive inter-LATA market if they are
willing ta share their monopolies
with competitors and can demon-
strate that.

However, the two sides are
arguing over the timing.

Ameritech’s pasition

Ameritech officials say they
don’t want to give up their monop-
olies until they can enter the long-
distance business. Otherwise, they
argue, they will surely lose their
share of the market to the com-
petitors who use their local ser-
vices 1o sell complete “one-stop
NeTVICES

‘Those long-distance carriers

who are much larger than us -
they want at least a four-year
head-start on competing with us
in our business before we can
vompete against them in their
nusiness.” says Harry Semer-
nan, vice president of corporate
ptanning for Ameritech Michi-
gan

Despite the compiaints of foot-
dragging. Ameritech now claims it
has met a 14-point test for open-
ing up Incal compettion as estab-

lished by the new federal | iecom-
munications act, Semerjiar says.

He says Ameritech hope to roll
out its complete service ; ickage
early next year. “We're .imply
going to be very, very tou; « com-
petitors.”

A snail's pace

Meanwhile, Ameritech com-
titors say they are being bedev-
led by slow service an. slow

responses (o their efforts ©  jump
into the local market.

Brooks Fiber, formerly .nown
as City Signal and US :ignal

Corp. in Grand Rapids, hs; sued
Ameritech and won cases »efore
state regulators since it regan
offerinf ocal services.

But {t’s still been slow ;oing,
says Clift. Thus far, Brook: Fiber
has won more than 2,50( local
customers who use 10,000 | nes. It
still cannot offer local s rvice
throughout the entire rand
Ragids dialing exchange.

rooks Fiber hopes to segin
offering local service in th  Hol-
land-Zeeland, Dutton anc Hud-
sonville exchange within th- next
eight weeks, says company Presi-
dent Il.lax;yVan erVeTn. ¢ com-
any-had originally planned :o get
ﬂoo{ed uﬁ Holland an: Z§e~
land by spring.

However, those inter-cc nec-
tions require cooperatior from
Ameritech, a rare comnm )ditz
these days, says Clift. Ame itecl
typically needs two weeks otice
to schedule a switch-over ‘or a
new Brooks Fiber custom :. he
says.

When Grand Rapids Pl stics
contracted with Brooks Fil er in
early June, its scheduled s itch-

over time was changed three
times by Ameritech, says Dean
Truax, controller of the 215-
employee company.

The switch-over, which had to
be accomplished from two central
switching offices, was handled by
one Ameritech employee who
took 2'/: hours to get the job done,
says Truax. “It should have taken
15 minutes,” he says.

Ron Meschke, office manager of
Excello Machine Co. Inc., says he
had to run his office from a car
phone for four hours while they
waited for an Ameritech employee
to complete a switch-over to
Brooks Fiber.

Despite their best efforts to plan
the switch-over carefully,
Meschke says the move created
“kind of a war zone over here.”

Ameritech's Semerjian says
the inter-connection problems
are not part of a deliberate cam-
paign to slow the pace of compe-
tition.

“When you're in the midst of a
change as significant as the one

ou have with Brooks, there are

und to be situations where one

Earty or the other has problems *
€ Says.

Dail 1 tor access

Other competitors have com-
glained to the Michigan Public

ervice Commission,

Ten days ago, the PSC ruled
Ameritech must provide “Dial 1”
access for those competitors
who want to sell intra-LATA ser
vices.

Competitors such as AT&T
and MCI currently can sell
“short-haul” long distance calls
But in most areas, callers are

—

required to enter five-digit
access codes before the calls can
be billed to those competitors.
With “Dial 1 parity,” customers
can use those carrters simply by
dialing “1" before making the
call.

Richard McClelian, a Lansing
lobbyist who heads the Michigan
Competitive Telecommunications
Providers Association, says "short
haul” is a $700 million chunk of
business Ameritech is loath to give
up.
pAs required by the new state
law, Ameritech had opened up 10
percent of its Michigan market to
“Dial 1 %-rity" in January. But
Ameritech has refused to follow a
PSC timetable for “Dial 1 parity”
in at least 50 percent of its market
by May 1.

The PSC backed the competi-
tors, ruling that Ameritech must
open 99 percent of its territory to
“Dial 1 garity" by December.
Ameritech officials say they prob-
ably will appeal the ruling or ask
for a re-hearing.

McLogan to negotiate

Another set of regulatory knots
have been created among com-
petitors who want to re-sell
Ameritech's local service as part
of a comprehensive telephone
package.

The PSC recently appointed for-
mer Public Service Commissioner
Matt McLogan, of Grand Rapids,
to mediate the stalled negotiations
between Ameritech and AT&T
and MCI. A PSC spokeswoman
sald the companies involved in
negotiations will pay for his ser-
vices.

AT&T spokesman Oriano Pag-
nucci says AT&T requires a 25

ercent ta 30 percent reduction
?rom Ameritech's retail price if it
expects to compete as a re-seller
of local phone services.

However, other issues also
enter the debate. One big issue is
“number portability,” which
allows customers to keep their
phone numbers regardless of what
company they use.

Other issues such as billing,

i operator assistance and “call

branding”. also play a role in the
complex talks, Pagnucci says.

PSC Chairman John Strand said
the three-member board chose
McLogan to mediate the dispute to
get competition underway more
quickly.

Pulling back

Meanwhile, another would-be
competitor, LCI International,
anniounced Tuesday it was with-
drawing from formal negotiations
with local carriers such as

. Ameritech, GTE and Cincinnati

Beli.

LCI, which attained a large
share of Grand Rapids’ long dis-
tance market when it acquired
Grand Rapids-based Teledial
America, has been licensed to
provide local service in the
Grand Rapids area since late
April.

LCI will wait until new federal
regulations are published in
August before it renews its negoti-
a'1:ns with Ameritech. said Doug
winkoph, LCl's director of regula-
LI RA

& othough LCU could have
pasted for arbitration with
ameritech and other regional
131, Kinkoph says several of the
—eyaonal Bells have refused to
yepouate at all as the arbitration
touchine joomed

e didn't have anything to
rate” he sad
bondy Veltkamp, vice president
i Srand Rapids offices, says a
Wense was no guarantee his
ceeyzny would be able o go into
rreocal telephone usiness any
s
woyouve pol fthe docaments
“teubles have Just

vid
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